THE FORMS VICES OF NEGOTIATION by Sabin Ilieşi
Studia Universitatis “Vasile Goldiş” Arad                                 Economics Series  Vol 22 Issue 2/2012
148
THE FORMS VICES OF NEGOTIATION
Sabin Ilieşi
Universitatea de Vest „Vasile Goldiş” Arad, Filiala Bistriţa, Facultatea de Ştiinţe
Economice, sabin_iliesi@yahoo.com
Abstract
Managerial negociation represents the process in which the managers resolve divergences
among individuals and groups in contact carrying out the tasks of work within the
organization, by creating a mutually beneficial agreement. The involvement of senior staff
may be direct, as part of the negotiation, or indirect, when they decide and organize the
meeting.
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Subject to negotiation management is not always clear, as happens in other
situations,  for  example  în  Trade  and  Commerce.  The  explanation  is  that
management problems are interconnected and the analysis of effort is needed to
determine  only  a  part  of  reality,  the  relevant,  a  large  and  complex  reality.
Definition of the problem is the first task of the negotiator and requires a careful
and  well  structured  approach,  whose  steps  are:  recognition,  delineation  and
analysis.
Recognition  of  the  problem  involves  acceptance  of  the  need  for
intervention  on  factors  such  as  to  lead  to  the  poor  performance  work  team  of
organization. Conflicts and expression of complaints are valuable opportunities to
signal  that  something  is  wrong  and  we  must  intervened  to  correct  the  current
situation, in order words that there is a problem to be solved.
In addition, the manager also has other indices, such as:
- significant deviations from plan;
- deviation compared to the past performance;
- the problem can not be treated by the simply criticize of people.
The major difficulty for the recognition of managerial issues consists of the
contradiction between symptom and the real cause. Therefore, the attitude and the
behavior of subordinates are not often the real causes of problems arising from
these circumstances but only manifestations of the nature of structural deficiencies
(eg.: deficiencies distribution of tasks). These last ones are the true causes.
Delimitation  of  problem  means  isolating  it  from  the  context.  Major
difficulty consists in the numerous interconnections, overlaps of different degrees,
direct  or  indirect  links  between  the  subject  matter  and  other  aspects  of  the
organization  or  beyond.  But  without  being  defined,  the  problem  can  not  be
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Review of the problem requirres highlighting the characteristics, elements,
relations and relevant processes on which action. In terms of negotiation, the main
characteristics considered are: size, intensity and complexity of the divergences
associated with problem.
The extent of the differences is estimated based on the number of people
involved  and  depends  on  the  level  at  which  it  manifests  itself.  Interpersonal
divergences are usually less disturbing to the manager than the group.
Divergences between large groups have the largest extent, such as between
management and union. Intensity of divergences is on the opposition level of the
purposes  or  views  of  the  parties  involved  and  is  influenced  by  the  evolution
conflict  stage.  Complexity  of  the  differences  is  given  the  extent  to  which  the
problem is isolated or has multiple links to other related problems. It is especially
determined by origin of these divergent sources
Not all managerial and all aspects of a problem are likely to be negotiated.
Such an approach is not appropriate if the manager is able to impose its unilateral
decision also can not negotiate the principles and values (eg.: superior authority
Not  all  management  and  all  aspects  of  a  problem  are  likely  to  be
negotiated. Such an approach is not appropriate if the manager is able to impose its
unilateral decision also can not negotiate the priciples and values (eg.: superior
authority,  the  legal  provisions  on  record  keeping,  etc.)  Another  reason  for  the
rejection of negotiation is that the parties have nothing to offer. Employee who
would like a raise must be aware that we must give something in return.
Problems that are likely to be treated with negotiation, define its purpose.
Establish negotiation object management is rarely a part of unilateral action, as
each may have its own perspective on the problem, defining it and defining it
differently. For this reason the subject (and, related to this agenda) may come to be
negotiated in advance, possibly in a prior meeting.
SPECIFIC AGREEMENT NEGOTIATED
The negotiation process is dynamic and not a set of standard regulations in
the field, it was necessary to reach this shortcoming. This is unlike, for example, a
game that has specific rules of conduct, and participants are sanctioned by a judge
of rules. Conventions in the negotiations appeared therefore of necessity, namely,
that of creating a favorable framework for all participants in such a process, based
on  a  set  of  commonly  accepted  set  of  rules  accord.  Areas  addressed  in  such
agreements differ from case to case, but it is envisaged as a rule the affairs of:
- the conduct of negotiations;
- managing time and space in the negotiation process;
-  intervention  participants  in  the  substantive  negotiations,  but  also  that
way;
- need to establish such agreements resulted in particular from the type of
intercultural  negotiations, which can lead to critical situations due to differences in
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The role of these conventions is therefore to try to smooth asperities that
may  arise  in  the  negotiation  process,  to  ensure  the  prerequisited  for  effective
communication.  This  is  actually  also  one  of  the  main  reasons  why  these
agreements are informal, as follows:
· flexibility  of  both  parties  that  normally  requires  acceptance  of
change  during  the  negotiation  reciprocal  concessions.  In  other
words, change is not unilateral.
· Most negotiations are dynamic, both in time and space, especially
in terms of advantages;
· Avoid deliberate lies;
· Acceptance progress step by both parties;
· Compliance  agreements,  especially  the  signature/  completion  of
contract- see saying “ what you do not like it, others do not.”
Types of conventions
Consistency  in  a  negotiation  process  creates  trust  and  credibility  of
subsequent negotiator. One partner solutions that emphasizes consistency is to use
a table with flyers (“flip chart”): virtually all the negotiation, in yout vision will
find  common  understandings,  agreements  specify  a  dynamic  process  of
negotiation, even accepted conventions accord. The conclusion follows normally: -
do not deny things already accepted, as demonstrated in this case what is written in
the visual field of the negotiating partners.
“Informal  information”  should  not  be  exposed  in  a  “formal  way”.  The
negotiator process does not use phrases like “ I heard that the lowest price is.. “ ,
whereas the use of such formulations show either lack of respect the speaker or
amateurism in the negotiation or amateurism in the negotiation or unwarranted
taking of a rumor, as belonging to the primary reality.
“Let the loser to be worthy” say both Fisher and Ury. Withdrawal at the
end of negotiations must be worthy. Especially if we are the “victorius”, we have a
moral obligation to create conditions and to manifest the positive behavior that
promote dignity to ours partner. Experience has shown that an effective way to turn
the enemy is not the “beat”, but especially to continuity relations in the future is to
leave “open door”, because, as the old saying “the spinning wheel of life”.
Of course you can do and vice versa, but the benefits will only be short
term  and  medium  and  long  term  we  have  anly  lost  because  they  produce  the
relevant frustrations that can break negative Ras-our future work.
No tricks in the final contract is another important agreement, or otherwise
required to be emblematic. Using such tricks can have positive effects anly space in
certain markets or in certain places and / or short term, in other words, could not
you can use them a second time, as reputation, and downloaded credibility will
suffer seriously in order to not be accepted in future negotiations or enroute to
close the door “elegant” when you want to make an offer.
Another convention is that “the contract must be implemented in the form
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Role of chief negotiator did not end immediately after signing the contract,
but continues. Whether he answers or not the implementation of contractual terms.
It is above all a problem of ethics, morality and good affect negotiator to gain and
maintain  credibility  with  partners,  as  necessary  condition  to  succeed  in  this
performance of the contract has a moral obligation to communicate this and the one
that negotiated the contract. Why? Simple: if the imagine of the organization that
represented it in negotiations is strongly negative, good negotiator does not remain
only to save their own imagine, in order to preserve credibility in time and space.
Conclusion 1: the negotiation process is conducted in time and space and is
based on the organization’s credibility and negotiator.
Conventions in negotiation
- consistency
- complete and true information
- credibility
- elimination of tricks
-respect for dignity
- without duplicitous behavior and flawed mechanisms
-developing proper agreements
Although  unethical  behavior  in  the  negotiations  can  lead  to  short-term
success, they can create powerful opponents who want to take revenge.
In reality ,the most serious consequence of the use of unethical tactics is
the generalization of negative experiences to future negotiation context. Victim of
such negotiations will rationalize and justify, in turn, distorting the perception of
unethical conduct tours negotiators future meeting.
THE FORMS VICES OF NEGOTIATION
Vices  are  triggered  in  order  to  determine  a  change  in  the  opponent,
manipulating election that will.
The main forms are flawed in negotiation:
-the use of imminent force
-threat
-deception
The  first  and  most  serious  of  these  forms  is  imminent  use  of  force,  a
situation  totally  contrary  to  the  essence  of  negotiations.  Any  negotiation  under
imminent labor is beginning degenerate.
Such  bargaining  is  totally  unethical  because the  foundation  is  not  free
choice or assessment of a situation.
The threat allegations are made that the negotiating partner is assured that
it will cause demage or injury if it failed to comply.
Another practice is deceit.
Deception can be achieved in two ways:
-disclosure by omitting the truth, often because the victim does not make sufficient
inquiries of questions right (passive deception);
-by falsifying truth (active deception).Studia Universitatis “Vasile Goldiş” Arad                                 Economics Series  Vol 22 Issue 2/2012
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Some of the features most common scams used in negotiation are:
- victim  is  apparently  exceptional  opportunities  or  the  ability  to
avoid losses;
- determining  the  victim  to  make  quick  decisions  under  time
pressure;
- prospect of penalties or other adverse consequences for victim, the
time limits imposed for failure to comply;
- pedaling on the idea that other competitors can not wait to take
advantage  of  opportunity,  if  the  victim  decides  to  close  the  deal  apparently
excellent.
Some  of  the  measures  to  counter  deception,  on  different  issues  and
different points of negotiation are:
- attitude:
The business is considered fast decision leading to large gains, but this
does not mean that the negotiator has to become greedy. Propensity to greed or
leaving open the possible instinct of greed will be exploited by opponents, which
can  provide  opportunities  apparent  windfall  profit(of  the  reverse,  to  avoid  an
extraordinary loss)
- training team:
If  the  negotiator  states  that  will  be  faced  with  a  game  quite  correct,  a
solution available to him would be to not include team decision-making person.
Thus, if the pressure becomes too strong and too aggressive attitude partner can
save time, seeking a respite to contact the decision maker.
-setting the agenda for discussion:
If you require tough negotiations and aggressive, difficult issues will be
planned  for  the  end  of  negotiations. In  this  way,  the  opponent  has  already
committed  time  and  resources  might  be  inclined  to  conclude  discussions  and
become  more  open.  Obviously,  however,  that  the  opponent  may  use  the  same
tactic.
-precautions to justify positions:
Parties seeking to legitimize their positions by different arguments.  For
example, claiming they can not deviate from the official price list that limits the
mandate of the company or not allow them to discuss certain clauses.
-application of concessions equivalent:
Parties  seeking  to  legitimize  their  positions  by  different  arguments,  for
example, claiming they can not deviate from the official price list that limits the
mandate of the company or not allow them to discuss certain clauses.
- application of concessions equivalent:
Negotiator  engaged  in  an  aggressive  negotiation  will  not  grant  any
concessions  without  obtaining  a  concession  equivalent.  In  some  cases,
psychological gain may be even greater than the benefit obtained material.
-use summarizing discussions:
Summarizing the discussion is a useful technique in any negotiation. If
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summarized in order to highlight its weaknesses, however, own position will be
summarized emphasizing the negotiator falls victim to deception (liabilities) that is
reluctant to seem suspicious and detailed questions not attempted to prevent the
opponent.
-passive:
If the talks because the opponent gets unwanted aspects negotiator may
consider an appropriate response is to adopt a passive position, leaving the other to
be unleashed and thus make mistakes.
- Humor and anger
The  humor  is  natural  and  weakens  the  pressure,  but  to  avoid  jokes,
anecdotes  and  sarcasm, because  negotiation  is  still  a  serious  activity  and
negotiators should take  seriously partners. If things  get bad, the negotiator can
handle  the  situation  with  humor,  ridicule  methods  opponent,  but  must  avoid
personal attacks.
-suspected fraud:
If negotiator suspected fraud should clarify those issues as politely as
possible. A good negotiator always get what aims and able to establish, finally, a
long term partnership. Expects say that a successful negotiation is a game in which
both partners have won something.
CONCLUSIONS
Ethics  should  mark  the  depth  negotiation,  virtually  any  negotiation  a
solution must be balanced, fair mutual benefits of both parties. Ethical formalism is
more  necessary  in  negotiation,  because  is  focuses  on  the  intentions  associated
parties seeking to resolve a dispute and not the people who negotiate. Specific rules
to determine ethical formalism developed principles that people should use them to
behave properly in the negotiations.
Bibliography
Anghel, Petre, 2003, Styles and methods of communication, Published by
Aramis, Bucureşti;
Botezat  E,  2001, Negotiation-art  conflict  resolution, Published  by
Eurostampa;
Deac, Ioan, 2002, Introduction to negotiation theory, Published by Paideia
Marian L, 2001, Ethics and management responsibility , Published by Efi-
Rom Tg.Mureş
Plăiaş I,2003, Negotiate Business, Published by Risioprint, Cluj Napoca